ABSTRACT. The main purpose of this paper was the evaluation of previous German and Spanish research conducted related to oral communication capability in a different cultural surrounding. In order to test the validity of the European findings, a new sample was drawn using membership data of the U.S. based National Institute of Governmental Purchasing. The results of this paper corroborate that oral communication capability is a construct consisting of three dimensions. The model obtained in Europe for managers from private sector purchasers is also applicable in the USA for public purchasers. Furthermore, European results proposed four distinct types of communicators, while in the USA two additional groups of purchasers were found. Nevertheless, there is limited evidence for demographic or cultural influences on the oral communication capabilities of purchasers.
Further analysis revealed that this study had three main limitations. First, the multi-group confirmatory factor analysis doubted the invariance of the measurement in Spain and Germany. Although the test of invariance confirmed the three-factor structure for both countries, cultural influences on the measurement of oral communication capability could not be ruled out. Further research in other countries was necessary to test the general validity of the model. Second, almost all the Managers are also provided with an instrument to consider oral communication competencies in the selection of staff and in human resource development.
METHODS

Samples and Data Collection
In this study, the questionnaire developed by Large and Giménez (2006) , which was based on the Communication Competence Self Report from Rubin (1985) , was employed. The questionnaire included 19 items representative of skills associated with communication competency (see the Appendix).
On July 13, 2005 an e-mail invitation with a link to the web survey was sent to the members of the National Institute of Governmental Purchasing Inc, a not-for-profit educational and technical organization of public purchasing agencies in the USA and Canada. 3412 members were invited to participate in the study. Of the 3412 invites, 347 were undeliverable and 97 recipients responded that their titles were not in the "management" field (not in the target group). One month later, 560 responses were available, representing a response rate of 18.9%. After eliminating 44 cases due to missing values concerning the communication capability items and 55 cases, which were not completed by purchasing managers, 461 responses remained for further analysis.
Research Methods
First, descriptive analysis was conducted to evaluate the sample. The results of the analysis were then compared to the European results. In order to prove that the 3-factor model developed by Large and Giménez (2006) was appropriate for the US public purchasing market, exploratory factor analysis using the principal component extraction method was conducted. In this factor analysis, only the 9 items of the Large and Giménez (2006) model were considered. Following the exploratory factor analysis, Confirmatory Factor Analysis (CFA) was used to verify the structure of the measurement model. The parameter estimation was based on the maximum likelihood procedure. Finally, the dimensions of oral communication capability were used to find a typology of purchasers. A hierarchical cluster analysis was performed using the Ward method and the squared Euclidean distance to find the different types of communicators.
RESULTS
Descriptive Statistics
In total, 461 cases were available for statistical analysis. The majority of the sample (53%) were completed by female purchasers, and the average age of respondents was 50.6 years. Most of the survey participants had several years of experience in the public sector (the mean years of experience in the public sector was 20.1) and 38.6% held Bachelor degrees.
In the USA, the sample was drawn from the membership of the National Institute of Governmental Purchasing. The European sample consisted of purchasers from a broad range of industries. Given the dissimilarities of the two populations, it was important to evaluate possible differences between public and non-public purchasers. Interestingly, a majority of the 461 US respondents (83.4%) possessed job experience outside the public sector (average of 11.2 years). ANOVA was conducted to compare the oral communication capabilities of public purchasers with job experience outside the public service sector with that of purchasers with exclusive public sector experience. The oral communication capability of these respondents was measured using the items suggested by Large and Giménez (2006) . Table 1 shows that there are no significant differences in oral communication capability between Table 2 shows the means of the communication capabilities in the USA. In addition, presents the values derived from the data collected in Spain and Germany (Large and Giménez 2006) . ANOVA was conducted to identify differences between the US and the European values. The pairs of means show almost the same values, but due to the large samples, even small differences are statistically significant. Analysis indicates that it is possible that there are country specific differences concerning oral communication capability. Large and Giménez (2006) found evidence of a three-factor structure of oral communication capability in Germany and Spain. The ability to pass on information, the ability to persuade in speech situations, and the ability to listen and understand were identified as the three dimensions of oral communication capability. Exploratory factor analysis using the principal component extraction method was conducted to verify these results in the USA. Table 3 gives the loadings of the solution found for the oral communication capabilities of European purchasers (Large and Giménez, 2006) . The US results suggest a three-factor structure as in the case of Germany and Spain, with the loadings showing similar values. Component 1 in the USA corresponds to component 2 in Europe, and vice versa. Therefore, based on exploratory factor analysis the existence of the three dimensions of oral communication capability -ability to pass on information, ability to persuade and ability to listen and understandis also proven of US purchasers.
Once having conducted the exploratory factor analysis, Confirmatory Factor Analysis (CFA) was used to verify the structure of the measurement model. The parameter estimation was based on the maximum likelihood procedure. The goodness-of-fit statistics of the estimated model are shown in Table 4 . All of these figures indicate a good model fit. The reliability of each item, the construct reliability (composite reliability) and average variance extracted for each factor were analyzed. For this analysis, a first order confirmatory factor analysis was conducted (see Figure 1 ). The reliability of each item can be analyzed through its squared multiple correlation, which is provided by AMOS. The values are shown on the top right corner of each rectangle in Figure 1 . The composite reliability and the average variance extracted were calculated according to the definitions proposed by Bagozzi and Yi (1988) . The indicator reliabilities of the items of factor 1 are small (see Table 5 ). The average variance extracted is also smaller than in Europe (0.410). On the other hand, the composite reliability of factor 1 meets the 0.6 level advocated in the literature. In comparison with the European results, these examinations demonstrate a lower level of reliability and validity.
In most situations the Fornell-Larcker criterion is calculated to examine the discriminant validity. Fornell and Larcker (1981) recommended this stringent test, which demonstrates discriminant validity by showing that the average variance extracted exceeds the squared correlation between all pairs of factors. The values of the three correlations are given in Figure 1 beside the double-headed arrows. In contrast to Europe, the test results give no evidence for discriminant validity of the model based on US data. Therefore, a less stringent test was conducted by comparing the correlations between the endogenous variables (Table 6 ). All correlations between the items of one factor distinctly exceed the correlations between the items of different factors. According to this criterion, there is a sufficient degree of discriminant validity. The regression weights resulting from the maximum likelihood estimation (ML-estimation) of the second order CFA model of oral communication capability are shown in Table 7 . All of them are significant. The standardized weights are reasonably high. Especially, the influence of the oral communication capability (O_CAPA) on the three dimensions is strong. The impact of the oral communication capability on the ability to pass on information is stronger in the USA than in Europe (Figure 2 ). 
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The values of the squared multiple correlations (Jöreskog and Sörbom, 1982) are shown on the top right corner of each endogenous variable (Figure 2 ). The squared multiple correlation determines the share of variance explained by the predictors of the endogenous variable. For example, in the USA 52% of the variance of purchasers' ability to persuade is explained / represented by the oral communication capability. The values of the three dimensions exceed the 30% level. The results of this first comparison suggest that the given factor structure is appropriate for both Europe and the USA.
Additionally, the invariance of the measurement in both Europe and in the USA was assessed by conducting a multi-group confirmatory factor analysis (Bagozzi/Yi, 1988; Byrne, 2001; Durvasula et al. 1993; Mullen, 1995; Singh, 1995) . To assess measurement equivalence multigroup models were estimated in which each country sample served as a group. Multi-group analysis with AMOS is based on the comparison of the unconstrained model in which the estimated parameters are allowed to vary across the two samples and a constrained model. Equality constraints are imposed on particular parameters such as the factor loadings of the measurement model. In testing for invariance, the χ 2 value of the unconstrained model is compared with that of the constraint model. If the χ 2 difference between the two models is not significant, the invariance of the measures and the model's relationships across countries can be assumed. To assess invariance and to locate the sources of noninvariance, three different constraint models were used:
• Model 1: Only the six free factor loadings of the measurement model were labeled to be equal in both samples (US and Europe).
• Model 2: Only the three regression weights of the second order model were declared invariant across the samples.
• Model 3: Both the regression weights and the factor loadings were held equal across the two groups.
The results of the four estimations are displayed in 
Typology of Communicators
The European results suggested four distinct types of communicators in purchasing: excellent communicators, poor communicators, empathetic listeners and non-persuasive speakers (Large and Giménez, 2006) . To prove this typology, cluster analysis using the US data was conducted. The analysis was based on the three factors identified in the previous section: the ability to pass on information, the ability to persuade and the ability to listen and understand. The three factor scores of each respondent were calculated using the regression method of the exploratory factor analysis. In order to meet the three-factor structure of the CFA model without cross-loading, the factor scores were calculated for each factor separately.
The hierarchical cluster analysis was performed using the Ward method and the squared Euclidean distance. The cluster technique required the selection of an appropriate number of clusters. In contrast to the European results (Large and Giménez, 2006) , the variances within the groups suggested a 6-cluster solution.
The groups' means are the basis for the interpretation of each cluster. SPSS calculates the factor scores as standardized values with a mean of 0 and a variance of 1. Therefore, positive means indicate that a variable in the group is over-represented in comparison with the total sample. The variance within a group should be lower than 1 to ensure homogeneity within the group. Table 9 shows the means and variances of the six groups. All the variances are smaller than 1, suggesting that there is appropriate homogeneity within the group.
The third cluster consists of respondents with excellent communication capabilities. The cluster mean of each factor exceeds the corresponding mean of the total sample. In contrast, nearly all respondents which fall into cluster 6 show below average abilities for all oral communication capability dimensions, as proven by the consistently negative factor means. For classification purposes, the respondents in cluster 6 can be characterized as poor communicators.
Almost all of the purchasers of the second cluster have difficulties with their ability to pass on information. However, they possess abilities in listening and understanding. Likewise, the ability to persuade in speech communication plays a role in this cluster. Therefore, the members of cluster 2 can be described as empathetic listeners with speaking skills.
About 80% of the members of group 5 show above average abilities in passing on information. Likewise, their ability to listen and understand is above average. However, the dominant characteristic of this group is the below-average ability in persuasive speaking. Nobody in this group possess above average abilities in persuading. Therefore, the members of this group can be labeled as non-persuasive speakers. These four types are close to the groups identified in Europe. On the other hand, two additional types were identified in the USA. Most of the respondents of the first group show above average abilities in passing on information and persuasive speaking. But all members of group 1 have difficulties listening and understanding. Therefore, the members of this cluster have been called one-way communicators. In the case of group 4, the cluster means are close to zero and the range is small. Therefore, this last type can be labeled as average communicators.
Explanation of the Oral Communication Capability
In this paper, the gender, age, level of education and job experience of respondents were used to evaluate the influence of demographic data on the oral communication capabilities of purchasers. To analyze gender influence, one-way ANOVA was conducted. Table 10 shows the results. There is no evidence of gender influence on the ability to pass on information or the ability to listen and understand. Conversely, the perceptions of men and women concerning their own abilities to persuade in speech situations are different. The mean of the male subsample exceeds the value of the female sample. Concerning the level of education, the respondents were divided into three categories: bachelor degree, below bachelor and above bachelor. Table 11 shows the results of the ANOVA for these three groups. There is an impact of the level of education on the ability to persuade when giving a speech. Purchasers with a bachelor degree or higher possess better speaking capabilities than other buyers. In order to assess the influence of age and job experience, the correlations between these variables and the three dimensions of the oral communication capability were calculated (see Table 12 ). There is no significant relationship between the age of a purchaser and his/her oral communication capability. Furthermore, the influence of job experience is low. There is a significant influence of the number of years a respondent has worked in the public service sector on the ability to persuade when speaking. Likewise, the duration of working in other industries has a significant effect on the ability to pass on information. However, these effects are very weak due to small correlation coefficients. In conclusion, according to the results of this section, there is limited evidence for the hypothesis of demographic influences on the oral communication capabilities of public purchasers.
DISCUSSION AND MANAGERIAL IMPLICATIONS
The results of this paper corroborate that there is no unidimensionality of the oral communication construct. Instead, three dimensions are more appropriate. These dimensions are: the ability to pass on information, the ability to persuade in speech situations and the ability to listen and understand. The model obtained in Europe for managers in private companies is applicable in the USA for public purchasers.
Regarding the communication typology, we found four distinct types of communicators in Europe: excellent communicators, poor communicators, empathetic listeners and non-persuasive speakers (Large and Giménez, 2006) . In the USA, we found two additional groups of purchasers: one way-communicators and average communicators. Finally, there is limited evidence for the thesis of demographic influences on the oral communication capabilities of public purchasers.
This study has several managerial implications: The 9-item measure of self-reported communication competence can be used to create an oral communication capability measurement instrument. Large and Giménez (2006) developed this instrument for purchasing managers in Germany and Spain. This instrument can be very helpful in human resource development. For example, the Oral Communication Capability Self-test (OCCS) has been used to measure the oral communication capabilities of the participants of seminars on interpersonal communication in purchasing. Also in the selection of staff the OCCS can give a first impression of the communication competencies of a candidate. In this case, to reduce the risk of strategic answering, the applicants should process the OCCS rapidly.
Furthermore, the Oral Communication Capability Self-test (OCCS) may be also applicable to managers outside the purchasing and supply area. The items used in this study are general in nature and not restricted to procurement settings. Nevertheless, further research is necessary to evaluate the OCCS in other managerial surroundings.
LIMITATIONS AND FURTHER RESEARCH
This study has a few limitations. First, the translation of the questionnaire may have introduced some bias. The model obtained in this paper is based on data gathered through an English language questionnaire, although the original model was developed using data collected through German and Spanish questionnaires. Using a two-step translation procedure, however, minimized this bias. After the first translation from English into German and Spanish, a third translator translated the Spanish questionnaire from Spanish into German. In the same manner, the two independent versions of the German questionnaire can be compared to validate the accuracy of the translations.
Second, the US sample is drawn from a member list from the National Institute of Governmental Purchasing, whereas the two European samples represent a broad range of industries. Therefore, the US sample was divided into two groups: public purchasers with job experience outside the public service sector and purchasers who had worked exclusively in the public sector. Although the comparison of these two groups has showed no significant differences, this fact is not sufficient to rule out the possibility of differences between the capabilities of public and private purchasers.
Finally, the US results show a lower level of reliability and validity in comparison with the European data. However, because all correlations between the items of one factor distinctly exceed the correlations between the items of different factors, there was a sufficient degree of discriminant validity.
In spite of these limitations, this study contributes to a better understanding of the nature of the oral communication capability of managers. Some lines of further research derived from these analyses are: the investigation of the impact of different communicators' typologies and different communication abilities on supplier management performance; the analysis of why in this study the "one-way communicator" group was found: Is it a group in close relation to public purchasing or is it exclusively for the USA? Future research should include supplier management performance measures, should be conducted among public and private purchasers and be based on data collected in different countries. 
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